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CHAPTER ONE
1.1 Introduction to SIWES
        The students’ Industrial Work Experience Scheme (SIWES) was established in 1973/1974 session. Prior to the establishment of the scheme, there was a growing concern among our industrialists that graduates of our institutions of higher learning lacked adequate practical background studies preparatory for employment in the Industries. It is against this background that the rationale for initiating and designing the scheme was hinged. Consequently, the scheme affords students the opportunity of familiarizing and exposing themselves to the needed experience in handling equipment and machinery that are usually not available in their institutions.
       The growing concern among our industrialists that graduates of our institutions of Higher learning lack adequate practical background studies preparatory for employment in industries, led to the formation of Students Industrial Work Experience Scheme (SIWES) by ITF in 1993/1994. (Information and Guideline for SIWES 2002) ITF has as one of its key functions;  (1) to work as cooperative entity with industry and commerce where students in institutions of higher learning can undertake mid-career work experience attachment in industries which are compatible with students area of study (Okorie 2002, cited in Asikadi 2003).
      The Student Industrial Work Experience Scheme (SIWES) was established by ITF in 1973 to solve the problem of lack of adequate practical skills preparatory for employment in industries by Nigerian graduates of tertiary institutions. The SIWES Programmes according to Nse (2012) citing Onwuji (2004) being a skills acquisition programme blends theory with practice in the industrial and commercial activities of our national economy.
Nse J. (2012) citing Ugwuamji (2010) asserts that SIWES is a cooperative industrial internship program that involves institutions of higher learning, Industries, the Federal government of Nigeria, Industrial Training Fund (ITF), Nigerian Universities Commission (NUC) and NBTE/NCCEE in Nigeria.
The ITF solely funded the scheme during its formative years. But as the financial involvement became unbearable to the Fund, it withdrew from the Scheme in 1978. The Federal Government handed over the scheme in 1979 to both the National Universities Commission (NUC) and the National Board for Technical Education (NBTE). Later the Federal Government in November 1984 reverted the management and implementation of the SIWES Programme to ITF and it was effectively taken over by the Industrial Training Fund in July 1985 with the funding being solely borne by the Federal Government (Akerejola, O. 2008).
Participation in SIWES has become a necessary pre-condition for the award of Diploma and Degree certificates in specific disciplines in most institutions of higher learning in the country, in accordance with the education policy of government.

1.2   The objective of SIWES among others include, to:
a) Provide an avenue for students in institutions of higher learning to acquire industrial skills and experience in their course of study, which are restricted to Engineering and Technology including Environmental studies and other courses that may be approved. Courses of NCE (Technical), NCE Agriculture, NCE (Business), NCE (Fine and Applied Arts) and NCE (Home Economics) in Colleges of Education are also included.
b) Prepare students for the industrial work situation they are to meet after graduation;
c) Expose students to work methods and techniques in handling equipment and machinery that may not be available in their institutions.
d) Make the transition from school to the world of work easier, and enhance students’ contacts for later job placement;
e) Provide students with an opportunity to apply their knowledge in real work situation thereby bridging the gap between theory and practice; and
f) Enlist and strengthen employers, involvement in the entire educational process and prepare students for employment in Industry and Commerce.
1.3            Benefits of Industrial Training to Students are;
a.      The scheme provides students the opportunity to apply the theoretical principles taught in schools is real job situation. This leads to better understanding of the subjects.
b.     It affords them the opportunity to interact with a larger spectrum of people in industrial set up which is different from campus life. Hence this helps personality and maturity development.
c.     It enables the students prepare themselves for the future of work. The taste of the pudding is in the eating. Hence, this is an opportunity to peep into the future and determine how much they are ready for it.
d.     The scheme helps the students in  developing intellectual skills as they are often left on their own to take technical decisions and often analyze complex inter disciplinary problems and offer appropriate solutions applicable to real situation.


CHAPTER TWO: ORGANIZATIONAL PROFILE
2.1 Overview of Habibol Ventures
Habibol Ventures is responsible for managing the Provisional resources, implementing fiscal policies, and promoting transparency in financial operations. It ensures proper budgeting, financial planning, and allocation of public funds.
2.2 Structure of Habibol Ventures
Habibol Ventures consists of several departments: Budget, Revenue, Treasury, Accounts, and the Marketing Unit.CEO
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2.3 Role of the Marketing Unit
Though not a core marketing agency, Habibol Marketing Unit plays a crucial role in:
Disseminating information to the public
Promoting transparency and public awareness
Engaging with the public on financial policies and programs
Organizing public campaigns and sensitization programs

CHAPTER THREE
ACTIVITIES UNDERTAKEN:
Week 1-2:
Orientation on Habibol operations
Habibol marketing unit is a comprehensive plan outlining how a business will reach its target market and achieve its objectives, encompassing key elements like target audience, messaging, and competitive analysis. 
Introduction to the Marketing functions
Habibol Marketing functions are the essential activities of the company to undertake and to get its products or services to the consumer. These functions include a range of activities from understanding the market to distributing the product, ultimately aiming to satisfy customer needs and drive sales. 
Attending departmental briefings
Note:
At the end of the day goods were brought in High sales was recorded as a result of market
Week 3-4:
Assisted in preparing content for newsletters 
I was guide on how to use email newsletter's purpose is to engage customers and prospects, build relationships, and drive sales. By providing valuable content that recipients can use and enjoy, email newsletters help keep your brand top of mind, which can eventually lead to more business.
When done well, an email newsletter can be a powerful marketing tool. It can help you nurture leads, build trust with your audience, and boost your business's bottom line.
Of course, an email newsletter is only as good as its content. If you're not providing value to your subscribers, they'll quickly unsubscribe. So, what makes for valuable email newsletter content
Week 5-6:
Helped coordinate logistics for a financial transparency workshop
“Logistics coordinators handle the communication of what needs to be done. They're the ones handling the workforce, the orders and client relations. They also are the ones communicating across departments to have issues fixed like broken equipment.
Collected feedback from participants and documented observations
We are told how to market the sales of Indomie at habol ventures both in dozen prize and carton.
Week 7-8:
Distribution of marketing materials
Habibol Distribution marketing materials involves getting the promotional content to the right people in the most effective way. This process can involve various channels, including direct mail, online platforms, social media, and traditional methods like flyer distribution. The goal is to maximize reach and engagement, aligning with your target audience's preferences. 
Here's a more detailed breakdown of marketing material distribution:
1. Types of Distribution:
· Direct Distribution:
This involves directly reaching the consumer through channels like your own website, email marketing, or sales teams.

· Indirect Distribution:
This relies on intermediaries like wholesalers, retailers, or distributors to get your materials to the end user. 
2. Common Distribution Channels:
· Direct Mail:
Reaching a broad audience through targeted mailing lists with materials like brochures, samples, or advertising cards. 
· Online Platforms:
Utilizing social media, email marketing, SEO, and websites to distribute content and reach a wider audience. 
· Traditional Methods:
Distributing flyers in strategic locations, participating in local events, and placing brochures in stores. 
· Content Distribution:
Sharing valuable content like articles, videos, and infographics across multiple platforms to attract and engage your audience. 
3. Factors to Consider:
· Target Audience:
Understanding your audience's preferences and where they spend their time is crucial for choosing the right channels. 
· Content Type:
Different materials (brochures, flyers, videos, social media posts) may be suited for different channels. 
· Budget and Resources:
Some channels, like social media, can be cost-effective, while others, like direct mail, may require more investment. 
· Goals and Objectives:
Determine what you hope to achieve (brand awareness, lead generation, sales) and choose channels that align with your goals. 
4. Examples of Distribution Strategies:
· Intensive Distribution:
Placing your product in as many retail outlets as possible to maximize reach. 
· Selective Distribution:
Allowing sales to a specific group of intermediaries who are known for their expertise or quality. 
· Exclusive Distribution:
Selling your product through only one retailer in a specific area, often used for luxury or premium products. 

Week 9-10:
Observed communication strategies used to manage marketing perception
Habibol Marketing perception was managed through various communication strategies, including collecting feedback regularly, personalizing customer interactions, leveraging social media, and creating engaging campaigns. It's also crucial to have a consistent brand message and proactively communicate with the target audience, especially during crises. 
Assisted in gathering data for public engagement metrics
Week 11-12:
Contributed to a team report evaluating the effectiveness of past campaigns
As part of a team, I contributed to a report that evaluated the effectiveness of past marketing campaigns. This evaluation likely involved analyzing various performance metrics, identifying areas of success and failure, and ultimately recommending improvements for future campaigns
I contribute to this report on Habibol ventures marketing I would have likely:
· Collected and organized data:
This involved gathering relevant data from various sources, such as analytics platforms, customer feedback, and sales data. 
· Analyzed key performance indicators (KPIs):
Common KPIs include Return on Investment (ROI), Cost Per Lead (CPL), Conversion Rate, and Customer Lifetime Value (CLV). 
· Compared campaign performance:
This involved comparing different campaigns against each other and against pre-defined benchmarks. 
· Identified strengths and weaknesses:
This required identifying which campaigns were successful and which ones fell short, and pinpointing the reasons why. 
· Proposed recommendations:
Based on the analysis, I would have suggested improvements for future campaigns, such as optimizing ad copy, targeting strategies, or channel selection. 
· Communicated findings:
The report would have summarized the analysis, presented the key findings, and outlined the proposed recommendations in a clear and concise manner. 












CHAPTER FOUR:
EXPERIENCE GAINED
Enhanced communication and interpersonal skills
At Habibol Ventures I Enhanced in communication and interpersonal skills involve improving how individuals interact and communicate with others, encompassing both verbal and nonverbal cues, active listening, empathy, and conflict resolution. These skills are crucial for building strong relationships, fostering teamwork, and achieving success in various personal and professional contexts. 
Key aspects of enhanced communication and interpersonal skills include:
· Active Listening:
Paying close attention to the speaker, understanding their message, and responding thoughtfully.
· Empathy:
Understanding and sharing the feelings of others, considering their perspectives, and demonstrating compassion.
· Clear and Concise Communication:
Expressing oneself clearly and effectively, using appropriate language and avoiding jargon.
· Nonverbal Communication:
Being aware of body language, facial expressions, and tone of voice, and how they impact communication.
· Emotional Intelligence:
Understanding and managing your own emotions and those of others, fostering positive relationships.
· Conflict Resolution:
Handling disagreements constructively, finding mutually beneficial solutions, and building strong relationships.
· Teamwork:
Collaborating effectively with others, sharing ideas, and working towards common goals.
· Building Relationships:
Cultivating positive connections with others, fostering trust, and creating a supportive environment. 

Gained exposure to public sector marketing and engagement methods
I gained experience be expose to public sector marketing and engagement methods at Habibol Ventures, means understanding how government and public organizations promote their services and programs to the public. This involves various techniques, including creating informative content, encouraging community feedback, and collaborating with local influencers. 
Key aspects of public sector marketing and engagement:
· Understanding the target audience:
Public sector marketing needs to consider the needs and preferences of the diverse groups of people they serve. 
· Creating informative and engaging content:
This can include online resources, social media campaigns, and public service announcements. 
· Encouraging community feedback:
Gathering input from the public helps tailor services and programs to their needs. 
· Collaboration and partnerships:
Working with local influencers, community organizations, and other government agencies can broaden reach and build trust. 
· Digital marketing:
Utilizing online platforms and social media to reach a wider audience and share information effectively. 
· Measuring and evaluating effectiveness:
Tracking the impact of marketing efforts helps ensure resources are used effectively and programs are reaching the intended audience. 
· Prioritizing ethical and transparent communication:
Public sector marketing should prioritize honesty and transparency to build public trust and confidence. 

CHAPTER FIVE
 5.1   EXPERIENCE GAINED
➢ I learnt some marketing aspects involved in buying and selling of goods
➢ I got to know about and learnt the use digital calculations. 
➢ I learnt to obey all company rules in terms of keeping records.
➢ I learnt to relate properly with other co-workers.
5.2    PROBLEMS ENCOUNTERED
 ▪ In most cases, someone has to be very careful in analyzing data through 0 in excel spreadsheet.
 ▪ It is suggested that some form of allowance should be given to the students by the employers as a form of encouragement and to assist in their cost of living, basically feeding, transportation and accommodation especially in areas far from the students’ neighborhood
. ▪ I also would want to say that more time should be given to students for their SIWES program.
5.3     RECOMMENDATIONS
• I propose that more time should be given to the students of marketing for SIWES activities
 • I recommend that government should provide placements for students undergoing SIWES in the several fields of Nigerian Economy.
[bookmark: _GoBack] • I recommend that more preference should be given to the power sector so as to provide adequate light to various Marketing sector in the country. 

5.4      CONCLUSION
 In conclusion this program has enabled students to gain a lot and many can now practice the applied aspects of their various disciplines and other related areas on their own. The program has really being.
My industrial training at the Habibol Ventures was a valuable experience. I gained insight into how marketing and public relations are applied in a governmental and private setting. The experience improved my practical skills and deepened my understanding of marketing communication strategies.
